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“As a business owner, you don’t have time  

to waste on technical and operational  

issues. That’s where we shine! Call us  

and put an end to your IT problems  

finally and forever.” 

The Future Of ImageQuest 

Companies and industries go through 

cycles. Sometimes companies play it 

safe, defend the status quo or simply 

manage their momentum. Not Im-

ageQuest. We have the ambition to 

lead in the highly competitive IT out-

sourcing and IT security sectors. So 

we have been profoundly changing our 

company to better service our current 

and future clients. 

 

In May, we announced an agreement 

for the divestiture of our copier and 

printer division to RJ Young in Nash-

ville, TN. This highly strategic move 

allows us to focus our efforts on our 

core areas of growth: IT Services and 

IT Security. Our shift has not only 

strengthened our position in the out-

sourced IT sector, but has empow-

ered us to move up-market with our 

IT service offerings. 

 

We have reshaped the ImageQuest 

services portfolio from a cross-section 

of IT and office technologies to a 

more focused IT services offering. To 

that end, we have made major strides 

over the last year. We invested in in-

ternal infrastructure and platforms 

that allow ImageQuest to win in a rap-

idly-advancing industry. By taking com-

plete control of our clients’ service 

experience, we positioned our organi-

zation to achieve superior customer 

outcomes. And, we have added a 

much-requested and extremely timely 

IT Security and Security Analytics 

practice to our IT services  

portfolio.  

 

ImageQuest remains unique in the 

sense of combining a deep under-

standing of our clients’ businesses with 

a significant technical services capabil-

ity. To be clear, ImageQuest is a ser-

vices company first and foremost. We 

continually strive to enhance our mar-

ket competitiveness and see a signifi-

cant advantage in our ability to bring 

white-glove IT service and innovative se-

curity solutions to industries like legal, 

financial services, mortgage and title, 

professional business services, and 

healthcare.  

 

The markets in which we compete 

have a high degree of technical risk, 

and as a result, deep expertise is re-

quired. ImageQuest has the necessary 

experience and talent to develop and 

maintain complex technical systems 

and build customer trust.  

 

Through these innovations, we are 

creating a more valuable ImageQuest 

for our clients, our employees, and 

our shareholders. Our best days are 

ahead of us, and we are determined to 

deliver our best to you.  

WWW.MYIMAGEQUEST.COM 
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It seems like hardly a week goes by 

without news of yet another data 

breach making national headlines. The 

severity of today’s advanced cyber 

attacks is paramount and far more 

advanced compared to that of ten 

years ago. Understanding cyber at-

tacks, your vulnerabilities, what they 

affect and what’s at risk, is imperative 

to protecting yourself and your com-

pany against them. What should you 

think about and know, who is  

responsible for managing security 

measures, and are you really at risk? 

 

To help answer these questions and 

more Joe DeVenuto, Kindred 

Healthcare’s Clinical Systems Devel-

opment VP and cybersecurity veteran, 

agreed to sit down with ImageQuest 

CEO, Milton Bartley, to discuss his 

experiences and lessons learned from 

the frontlines of one of the most 

pressing technology topics of our 

time, cybersecurity.  

 

DeVenuto, currently the VP at Kin-

dred Heathcare, the largest diversified 

provider of post acute care services in 

the U. S., is an accomplished technolo-

gy and IT healthcare executive with 

more than 25 years of senior leader-

ship experience. Joe specializes in 

healthcare ecosystems, infrastructure, 

operations, technology, and informat-

ics and has a solid track record of 

managing large-sale IT security opera-

tions.  Here’s what he has to say 

about his journey from the frontlines 

of cybersecurity. 

 

Bartley: How has cybersecurity 

threats and counter-security 

changed over your career? 

 

DeVenuto: “Well, when I started my 

career, cybersecurity and cyber at-

tacks didn’t really exist… It’s hard to 

get a virus from a punch card! At that 

time, cybersecurity was almost nonex-

istent whereas today, it’s top of mind, 

warrants a very serious conversation, 

and something all decision-making ex-

ecutives, regardless of their job func-

tion, must consider.  Think about it. 

20 years ago we weren’t sharing a lot 

of information online like we do to-

day. The “bad guys,”  the ones h 

acking our networks are extremely 

diligent and continuously finding new 

ways to hack. Security is no longer an 

afterthought and business owners and 

technology professionals must do 

their own due diligence to ensure 

their networks are not exposed. 

We’re constantly moving data around 

now, we’re all at risk, and it’s impera-

tive to understand, plan, and docu-

ment a plan to manage and protect 

yourself and your information. 

 

Bartley: How does hardware 

standardization within an organi-

zation aid in cybersecurity? 

 

DeVenuto: “Standardization creates 

repeatability and reduces variability. If 

we can crack the nut on how to se-

cure one device, we can secure it for 

all devices. Similarly, if we find a hole 

in the security on one device, we can 

find a hole in every other device. So, 

the more I can standardize, the more I 

can make sure I’m protecting that en-

tity and the organization. Every option 

(device) you add to your network cre-

ates complexity in support and com-

plexity in protection, and every new 

device is a whole new image, and a 

whole other version I have to take 

care of. It’s a major deviation. IT is  

one of the biggest expenses for most 

companies. I have to be very  
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 VP, Clinical  

 Systems  

 Development  
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Shiny New Gadget Of  The 

Month:  

 

 

 

All This For Just Five Bucks? 

If you haven’t already tried Fiverr.com yet, 

you’re in for a treat. Fiverr is a global online 

marketplace where freelancers offer to per-

form a variety of tasks and services, starting 

at just $5.00! Need a whiteboard-style video 

for your website? A new logo? Help creating 

a PowerPoint presentation? To get started, 

just go to Fiverr.com. For best results, fol-

low these simple rules: 
 

1. Shop around - Compare different sellers 

and use the “favorites” feature to build 

a shopping list before you buy. 

2. Examine closely - Check reviews, re-

sponse time, the number of gigs com-

pleted and gig details.  

3. Communicate clearly - Save time by 

spelling out in detail what you want in 

your order.  
 

Okay… Ready? Set… GO! 

Do You Know a Company Looking For IT Support? 

At ImageQuest, we know that referrals are an important part of  

creating and building business relationships; understanding that we know 

that great leads can come from anyone at any time. Why not explore this 

opportunity and receive benefits for you and your company? 

 

If your referral becomes a recurring client, then you or 

your favorite charity will get $1,000. 
 

It’s easy to join our referral program and it’s a great way to earn  

additional income while helping companies benefit from ImageQuest’s 

vast IT service and support systems. You can be assured that our quality 

services and wide range of knowledge will increase the security,  

performance, and reliability. 
 

What type of company would be a good referral? 
 

A company in any professional industry with at least 20 computers, no 

internal IT support and has business problems that technology can solve.  

How Do I Submit a Lead? 

Simply call Milton Bartley or 

Jay Mallory at  

(877) 517-6915 or email 

leads@myimagequest.com 

Lessons Learned Continued... 

respectful of the responsibility I’ve 

been given to secure and protect 

the organization; IT requires major 

discipline.” 
 

Bartley: Most of our clients 

are small businesses with few-

er than 100 employees, and 

many don’t think they are at 

risk of a cyber attack. How 

would you respond to that? 

 

DeVenuto: “Even though headlines 

are made up of the big data 

breaches, it’s the small to medium 

sized businesses that are the first 

to get hacked. The majority of 

businesses in the United States are 

that of small to medium size. Intel-

lectually, it makes sense that they 

would suffer the majority of cyber 

attacks… They just aren’t the 

ones making the headlines. In fact, 

6.2 MILLION records were 

hacked and exposed in the first 

quarter of 2016 alone and I can 

tell you that it’s the ‘Joe’s Pizza 

Shacks’ of the world who think “it 

wont happen to me” and don’t 

take the proper security measures 

to protect themselves that fall vic-

tim. To a cyber hacker looking for 

holes and vulnerabilities in online 

networks, the small guys are con-

sidered easy targets and low hang-

ing fruit. The door is unlocked and 

again, it’s not a matter of if, it’s a 

matter of when and how bad.”  

 

From the frontlines of cybersecuri-

ty we’ve learned that protecting 

the lifeblood of our organization - 

it’s information - warrants a very 

serious conversation among busi-

ness professionals, and with good 

reason! We’re here to help you 

adhere to security best practice 

and navigate the ever-evolving 

landscape of cybersecurity. Con-

tact us at (877) 517-6915 or email 

us at info@myimagequest.com.  

 

To read the full Q&A interview 

with Joe DeVenuto, follow the 

ImageQuest company LinkedIn 

page at: www.linkedin.com/

company/imagequest_2  



Conquering Connecting 

Everyone looks so much betterer 

when they smile.” - Jimmy Fallon, host 

of The Tonight Show 

 

What a meteoric ride Jimmy Fallon 

has had to the top! How did this son 

of an IBM machine repairman get to 

the chair once occupied by maybe the 

most legendary figure in comedy TV 

for 30 years straight, Johnny Carson? 

 

He did it through exceptional 

networking. In the span of about five 

years, Jimmy went from Saturday 

Night Live alum, successfully navigating 

Hollywood, to a late-night star and 

host of NBC’s The Tonight Show, one 

of the most respected franchises in 

entertainment. This did not happen by 

accident… Fallon’s meteoric rise is 

partly due to his intense focus on de-

veloping relationships with people 

who could advance his career.  

 

Another Key? Fallon worked his 

butt off. While still a computer-

science major at Albany’s College of 

Saint Rose, he performed comedy at 

small clubs and obsessed about the 

comedy industry. Through a connec-

tion with his former employer at a 

New York alternative newsweekly, his 

audition tape reached Hollywood 

agent Randi Siegel, who had ins with 

the crowd at Saturday Night Live. 

 

Siegel found 21-year old Fallon’s per-

formance to be charmingly amateur, 

but she could see that he was natural-

ly talented. She gave him a call and 

was surprised to hear, after introduc-

ing herself, “Randi Siegel! I know who 

you are!” Randi was so impressed by 

his knowledge of the comedy industry 

and enthusiasm that she agreed to 

take him on as a client. With Siegel’s 

connections, Fallon was able to even-

tually get hired as a cast member with 

SNL in 1998. 

 

At SNL he developed the  

relationship that would define his 

career. The show’s creator, Lorne 

Michaels, is so powerful and respected 

in the industry that cast members are 

often intimidated by him. As a rookie, 

Fallon was no different, but he wanted 

to befriend Michaels. So after every 

show, he went over to Michaels and 

thanked him for the show.  Michaels 

developed a rare friendship with  

Fallon. Following the drama of Conan 

O’Brien’s short stint as host of The 

Tonight Show, Michaels decided that 

his trusted Fallon would take the re-

nowned position. Fallon made a point 

of connecting with former Tonight 

Show host Jay Leno and would ask for 

advice. Leno said, “Most people in 

show business think they know every-

thing. They don’t really listen to the 

other person. ‘Respectful’ is the best 

word I can use for Jimmy.”  

 

His approach worked. Since start-

ing in February 2014, Fallon has at-

tracted around 4 million viewers each 

night, with a much higher share of the 

18- 49 demographic than his prede-

cessor.  

 

What Fallon did is a) he worked hard 

(let’s not forget that), and b) he net-

worked brilliantly by asking questions 

of others, listening, acting on their 

advice, showing gratitude and being a 

genuinely good human being.  

 

So, who are three connections you 

dream of networking with in order to 

boost your success? 

 

Authored By: 

Darren Hardy is the visionary force 

behind SUCCESS magazine as the 

Founding Publisher and Editor, and is 

the New York Times and Wall Street 

Journal Bestselling author of what has 

been called “the modern day Think 

and Grow Rich”: The Compound Ef-

fect - Jumpstart Your Income, Your 

Life, Your Success. 
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